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May all your dreams come true!
TOC
What is the architect doing?
He is by the riverside
What is he thinking out there?
He is committing egocide
Now isn’t that a strange thing?
Well, to him it feels just
Oh we guess a person’s gotta do
What a person feels he must
He said:
“I won’t throw myself from the pier
I’m gonna go home and shut up for a year
And when the year is over I’ll reappear
And have a solution”
I’ve reason to believe that what I find
Is gonna change the face of humankind
And all these years before, well I was blind
That’s my conclusion
Cause I’m the architect 
The Architect, dEUS 
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1 How do architectural firms capture value in construction projects?




















































































































specifically designed to ensure the well-balanced integration of professional identity, 

















































































































 24 Open for business
1 Hoe eigenen architectenbureaus zichzelf waarde toe in bouwprojecten?
2 Hoe kunnen architectenbureaus ondersteund worden in de ontwikkeling van 
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The following two main research questions are used to address the aims of the research:
1 How do architectural firms capture value in construction projects?
2 How can architectural firms be supported in developing strategies for value capture?






























§  1.1 Theoretical background

















































































































§  1.2 Relevance of the research




































































§  1.3 Research context
























































































roles of architectural 
firms in projects





FuturA project: Future business models and governance of architectural service delivery
PhD research Marina Bos-de Vos PhD research Bente Lieftink
FIgurE 1.1 Thematic overview of the futurA research project













































§  1.4.1 The empirical research







































to capture value in the interaction with the client (Chapter 3), and the strategies that 



























PART 1 TOPIC & RESEARCH QUESTION METHOD & DATA COLLECTED PUBLICATIONS & PRESENTATIONS
PART 1 Scientific insights into value capture of architectural firms
How do architectural firms capture value in construction projects?
Chapter 2 Strategies to negotiate one’s role 
in a project
How do professionals negotiate 
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an inter-organizational project 
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Chapter 3 Strategies to capture value in the 
project-based interaction with a 
client
How do architectural firms capture 
value for organizational purposes 
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Chapter 4 Strategies to attain firm goals in 
a project
How do architectural firms capture 
multiple dimensions of value from 
their projects and how do their 
project-based approaches relate to 










under review at International 
Journal of Project Management






Chapter 5 Business model strategizing
How do members of architectural 
firms negotiate identity-strategy 
tensions in their business model 
designs, and how do their business 


















1 This data is part of that listed for Chapter 2 above
TABLE 1.1  Overview of the empirical research
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§  1.4.2 The design-oriented research
To answer the second research question: How can architectural firms be supported 
















TOPIC & RESEARCH QUESTION METHOD & DATA COLLECTED PUBLICATIONS & PRESENTATIONS
PART 2 Value capture toolkit for architectural firms
How can architectural firms be supported in developing strategies for value capture?
Chapter 6 Toolkit for developing project- 

























1 This data is part of that listed for Chapter 2 above

































































PART 1 Empirical research
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§  2.2 Theoretical background
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§  2.4 Findings















Why do they negotiate?
























Point of reference Profession Market Profession
What do they negotiate?
Content of role return to established 
situation: activities and 
responsibilities in line with 
traditional role
Flexible: activities and 















How do they negotiate?















§  2.4.1 Type 1: Reinstating role boundaries







It isn’t a fast profession. It is a slow job, for which you need to take time and for which 
you just have to be properly paid (…). That’s what is wrong today: people don’t know 
anymore that it takes time and may be time-consuming. And it is my mission to make 







We are so much more than the designer. [Our work] is much more than just a pretty 
picture and some nice colours. We are fully engaged in the entire process, we have 
engineering knowledge and expertise in laws and regulations. We are very much price 





[…] that is something that you have to explain over and over again [the added value of 
architectural involvement beyond design] because you constantly encounter people that 





























They [the client] tell you: ‘it is like having a butcher inspecting the quality of his own 
meat [Dutch expression].’ Well, that is just not the case at all. Because if meat is the 
product and the butcher is the one who makes it or the one who processes it, I’m neither 
one of them. I am the one who describes what quality standards the meat has to meet. 
And I check whether it complies. What the butchers make is actually the subject that I 








[…] and every time I tell my clients: ‘Allow people to do what that are good at, put them 
in the right role’. So if you are a centre forward, why should you play centre-back? 
That does not work at all. You will shoot the ball in the wrong direction. That’s what’s 
happening now in our field. (A5)





You have to find out where you can press the buttons. How can you become master of 
the construction process? […] You have to show that you are worth it. You just have to 
show it once, work hard, you must ensure that there is nothing open to critique. And 











We show [the client] that the projects in which we did it [engineering work] ourselves 
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by giving advice, making additional drawings and involving suitable partners. In doing 
so, she aimed to acquire a role in the engineering phase:
You first have to show them [other project actors] that they need you and that they 





















[our expertise] was constantly called into question, while we know for sure that what we 
are doing was good and with the right intentions. And then we just said: ‘Okay, it’s very 




If we can only make the preliminary design and final design, it will cost thirty percent 







So we do a lot of design, we will coordinate that, please let us do that, that is what we 







I particularly pointed that [the risk] out to my client. […] And also mentioned ‘this is 
what it means if we arrange the contract documents. Perhaps it takes a couple of weeks 









§  2.4.2 Type 2: Bending role boundaries










We look at this development [the diminished role of architects] with great sorrow. But 
on the other hand, we also go along with it because you have to evolve. You can’t remain 













If you don’t attach a couple of hooks to it [the traditional architect work] that are 










































[M]aybe it’s flexibility connected to integrity. […] it has to do with who you are as a 
















I made an offer that included an entire process, […] I take the initiative to bend their 








We rather collaborate with a contractor to write a really good technical specification 























[…] knowing really well what building is, professionally. We’ve done that for more than 
28 years now. […] But also, just collaborate with contractors a lot, somehow we then are 
the natural partner for that because of that craftsmanship, but also because we invested 







§  2.4.3 Type 3: Pioneering role boundaries
Why do they negotiate?
In the third type of boundary work, which we labelled ‘pioneering role boundaries’, 
architects engaged in practices that moved away from the status quo and thus opened 





Our peers are, I guess, sort of scared to be more entrepreneurial or it is a missing quality 
in general. I’m not sure. They often say that architects should mainly focus on design 
activities, but with that kind of attitude we are, in my opinion, going to lose our market 
position completely. (A26)
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Role pioneering architects believed that their qualities and skills are more broadly 
applicable than in the established roles of architects. One respondent stated:





Personally, I believe that we should always ask ourselves in every assignment: ‘Am I 
making a more pleasant environment, a liveable city or better building? Or am I only 




























We do not only deliver a design, instead we provide a complete business plan including 
how to get people involved in the project and how to sell the project, how to make it 




She [fellow architect] actually implied, by the tone of her voice, that I was good at 








That established order, [the roles of] those construction companies, really obstruct 
movement in developments. I would like to discuss that. (A7)
This quote illustrates how role pioneering architects questioned and tried to redefine 
the demarcations between the roles of different project actors.


















We then made a magazine that sort of gave birth to the unsolicited advice for the 
city. […] We made plans and distributed those plans. (…) what we’ve done with that 












Actually, we set it up. We organized weekly meetings. Made sure that we communicated 











In a traditional project delivery, a main contractor is shielding the interaction between 
architects and clients and subcontractors. So what we’ve said is: ‘No, we want to be at 





We noticed that [the budget] was so limited that we radically had to turn that around. 
So we chose a completely different form of collaboration and also took away the 
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profession in the long run.
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§  3.2 Theoretical background


























































































































 88 Open for business
a PSF involves the firm’s appropriation of professional value and exchange value. Use 
value is captured by the customer.









§  3.3 Methods





























respondents as C1–C9. Table 3.1 presents an overview of the sample.
RESPONDENT TYPE OF RESPONDENT TYPE OF ORGANIZATION
A1, A3 Architect Architectural firm with 10–20 people
A2, A5, A6 Architect Architectural firm with 20–40 people
A4, A7, A8a-b, A9 Architect Architectural firm with 40+ people
C1, C4a-b, C7 Project leader or director Developing contractor
C2, C5, C8 Project leader or director Housing corporation
C3, C6, C9 Project leader or director Project developer
TABLE 3.1  Overview of respondents












































found in the interview data.
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 91  Trade-offs in the value capture of architectural firms: the significance of professional value
§  3.4 Findings



































































VALUE DIMENSIONS VALUE CAPTURE GOALS EXAMPLES OF VALUE GIVEN BY ARCHITECT RESPONDENTS

























§  3.4.2 The process of value capture: strategies of architectural firms
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We ourselves often settle for less because we are committed to the project. I think that 
our total fee, if you look at it firm-wide, would be 20 to 30 percent less if we were to 
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conduct the fee negotiations ourselves. […] and the funny thing is that most of the 








































































































… the office manager would say ‘Perhaps we have to go a little bit less far in our 
engineering’, but we [the architects] will always go against it because we say ‘The 
moment you start sacrificing quality, we’re giving away our unique selling point’. So in 
the end it would be better to take a loss but provide good quality. That’s in the long run, 



































prioritized over the creation of customer use value. Table 3.3 provides an overview of 
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the value capture strategies that we identified from the interview data and shows the 
specific strategies in which tradeoffs between value dimensions were made.
VALUE DIMENSIONS VALUE CAPTURE STRATEGIES USED
IN THE SERVICE OFFER













a  Strategies to trade off exchange value for professional value
b  Strategies to trade off use value for professional value






































































































































































of postponing financial revenues in a project, compensating for loss of financial 




















































architectural firms capture multiple dimensions of value from their projects and how do 
their project-based approaches relate to the overarching goals of the firm?
The results reveal that architectural firms use three different strategies to enable and 
safeguard the capture of multiple value dimensions from their projects: postponing 
financial revenues in a project, compensating for loss of financial revenues across 











































§  4.2 Theoretical background 
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responses are presented in detail. Table 4.1 provides an overview of typical interview 
statements for each of the three strategies. The respondents are designated A1 to A25.
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VALUE CAPTURE STRATEGY 1:
Postponing financial revenues
in a project
VALUE CAPTURE STRATEGY 2:
Compensating for loss of financial 
revenues across projects
VALUE CAPTURE STRATEGY 3:
Rejecting a project




























































































































§  4.4.1 Value capture strategy 1:  
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What we do, we have a competition and then we compose a team and we say to the 
architect, but also to ourselves and to the contractor, ‘Let’s all go for it, all the way, but 
we won’t send each other invoices’. So, we all do it at our own risk, but if we win, we 














[…] you have to try to be inventive in how you persuade the client to cooperate in the 











We don’t mind taking a risk with that [investing in the project] because all parties do so, 

















We made an agreement with the contractor about a bonus. We would do the tender for 
cost price and if we won, we would receive a bonus. For them [it was] good because the 
work was initially cheaper. And for us [it was] good because we would get more with a 








At a certain time, we had to do something again and then something else. So, we 
said: ‘There is no more money, we would love to do it but we had an agreement’. Well, 
then we eventually solved it without additional payment, by making our subsequent 
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Legend: U = use value 
 € = exchange value 




































§  4.4.2 Value capture strategy 2:  





















With private clients it is often the case that we are too expensive. It’s an enormous 
investment to hire someone to spend that much time on your own personal wishes. […] 
And in the end or during the process you often see that it finally makes sense. After all, 
























We knew beforehand that it wasn’t a regular assignment. We knew that both of us [the 
client and the architectural firm] needed to invest. We also knew that for us it was a 
matter of developing yourself as an architect, but also of doing further study. You know, 
if you look at it very plainly, the BNA [professional association] expects you to get your 
credits every year. Do I need to pay the BNA to follow two or three courses there, or do I 







So, the identity of our firm, being a firm that is really good in transformations, is due to 
those ambitions of private clients, such as ‘I’m going to buy a church and I’m going to 
live in it’ or ‘I’m going to buy a water tower and I’m going to live in it’. And eventually 












Examples of tactics used
Firms decided whether or not to engage in a non-profitable project on the basis of 
their entire portfolio of work. Some firms assessed the financial reserves that they had 
built up with past work to decide on the question: 'Can we afford to miss out on a few 
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It [a retail assignment] needs to be finished on time. Opening the store in time involves 
so much earning power for the retailer; our fee barely plays a role in it. So, we evaluate 
the quality of our contribution very commercially and ask the client to pay a commercial 
value. It is often the case that this is not in proportion to the hours we spend, but that 





The architect’s fee is, I wouldn’t say a pittance, but it is only a small part of the total 
investment that we make in a project. And still it gets a lot of consideration, while I 
would personally say ‘spend a bit more on that […] because the added value that the 
architect can have will pay off anyway’. At the same time, it’s the factor that is most 
difficult to grasp. Because, does it matter for the revenues of the building, which are 
important for the financial feasibility of its 50 year operation, if you hire architect X or 
architect Y? That’s difficult to pinpoint, but there is definitely a difference; otherwise 
































Legend: U = use value 
 € = exchange value 
























































By saying ‘yes’ to all assignments offered by private clients, you sometimes face the risk 
that A) you don’t produce quality, B) you don’t enjoy the work, and C) that your business 































The other day, we handed back a project. We withdrew from the competition because 
they excluded the construction drawings from our assignment. Then we said: ‘Let’s leave 
that school for what it is’. We don’t want to be involved in that discussion, we know that 
it will result in one big misery. We know that the client will continue the design with a 





















Legend: U = use value 
 € = exchange value 




















































slippage. With the strategy of postponing financial revenues in a project, firms attempt 
to benefit financially and professionally from risking financial value slippage over the 
course of a project’s lifecycle. By compensating for the loss of financial revenues across 
projects, firms accept financial value slippage in a project for the sake of attaining 
their professional goals, and they compensate for this by ensuring they profit from 






Legend: U = use value 
 € = exchange value 












architectural f rmarchitectural f rm
project
Value capture strategy 1: 
Postponing financial revenues in a project
project A
Value capture strategy 2:
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projects may help practitioners better oversee the entire scope of interrelated dynamics 
and arrive at optimal results at the firm level.















































































































firms, we address the following research question: How do members of architectural 
firms negotiate identity-strategy tensions in their business model designs, and how do 
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§  5.2 Theoretical background









































































































































































A 1955 2,000,000 25 13 2 2
B 2015 300,000 (2015) 9 3 4 4
C 1953 1,400,000 13 3 5 3
D 1931 14,000,000 106 33 10 10
E 2015 12,000 (2015) 2 1 1 1
F 2006 3,000,000 55 30 4 1
G 1956 500,000 6 2 1 1
H 2013 4,000,000 45 30 3 3
I 1914 1,000,000 9 5 3 3
J 1973 not available 60 45 3 2
K 1979 6,500,000 70 35 4 2
L 1988 4,000,000 50 12 5 5
M 1933 3,000,000 31 10 5 5
N 1968 6,000,000 75 25 4 2
O 2004 400,000 4 3 1 1
P 1993 6,000,000 165 155 3 3
Q 1985 3,300,000 43 49 9 2
TABLE 5.1  Firm selection
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§  5.4 Findings
§  5.4.1 What are the actors doing?
Identity-strategy reinforcements: Enhancing competitive advantage 
and strengthening organizational identity
STRATEGIZING EPISODE 1A: ARCADE
While Alan, an owner-architect, is quietly contemplating the framework hanging 
on the wall, office manager Leon thoroughly explains that what they are doing in 
the project can be further abstracted to what they want to do as a firm. ‘How do we 
as an office make sure that we acquire the portfolio that we want to work on?’ He 
argues that although his organization’s established ‘stature’ in the field previously 
generated the public work that employees were willing and happy to work on, 
they now had to adopt a more active attitude to gain this kind of work. Alan seems 
to agree completely. He walks back to his chair with a neutral facial expression. 
Alan and Leon both acknowledge that the ‘public work’ that they have extensive 
experience in is simply becoming less available over time, which is forcing them to 
































Hesitant that he had not yet discussed it within the team, urban planner and 
founder Roy formulates: ‘The project aligns well with what we do’. His statement 
echoes something that his colleague David, also an urban planner and partner in the 
firm, pointed out at the beginning of the meeting. David had subtly laughed when he 
said: ‘Our ambition is to become the twenty-first century Berlage1, maybe we already 
are’. David specifically compared his firm to Berlage because of the way in which his 
organization integrates urban planning and architectural design. Roy, David and 
Hugo (another owner-architect) all seem to agree that this is exactly how their firm 
distinguishes itself from many other Dutch offices. Although they indicated that 
they had not talked about this project prior to the session, they almost naturally 


















Identity-strategy negotiations: waiving commercial 








While considering which revenue models would be appropriate for the project, Alan 
almost immediately points out that his organization uses two types of revenue 
models: a fixed fee or an hourly based fee. He mentions that the fixed fee is the most 
attractive because it allows his firm to make money because his team can produce 
a design very quickly. Leon agrees and emphasizes that, in this particular case, the 
second model (an hourly based fee) could also have its benefits, especially because 
of the uncertainties that may be associated with the existing real estate that they 
have to deal with in the project. After a quick comparison of the two, Alan and Leon 
unanimously decide that there is no real desire to go for the second option and that 















‘If you realize that assignments change rapidly, the world changes, do you then 
need other kinds of people? And if this was the ultimate new project, what would 
you then need? Would you need a social geographer for example?’ Hugo asks these 
questions to his partners to explore whether it would be fruitful to innovate the 
firm’s business model design approach in the project by hiring new people or 
attracting specific partners. While David frowns heavily, Roy says: ‘I can image it 
would make sense, although I don’t really know what it would bring us’. After Roy 
initiates a not so relevant pronunciation discussion, David states that ‘It’s probably 
nice to experiment, but it’s not absolutely necessary to bring this to a successful 
end; actually, I would consider it a risk’. Roy agrees with a simple ‘yes’. Then, David 
further elaborates and explains that the project is mainly interesting for him because 
it really fits all the knowledge and expertise that they have in-house. ‘I would kind 
of like to experiment in another project, with other experts, but not in this project 
that is so important’. Although Hugo’s body language (sulking and moving his hand) 
suggests that he does not entirely agree yet, he follows his companion by saying, ‘No, 

























It is only after the moderator’s intervention that Alan and Leon start to discuss other 
options that could be financially attractive. They immediately agree that this project 
is just not suitable for innovative revenue models. Talking about a fee based on the 
sales price of the real estate to be developed, they both continue to shake their heads 
and Leon summarizes that it would not enable them to work with the enjoyment and 
enthusiasm that they aim for. He argues that it does not fit their firm’s intentions 
to design something that is commercially attractive. Chuckling, Leon says to Alan: ‘I 
think we have quite a strong opinion about things that do well in the market: that’s 
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STRATEGIZING EPISODE 2C: A-COMP
Referring to a lesson that he once learned from Paul Arden, the creative director 
of the global communications and advertising agency network Saatchi & Saatchi, 
David sets forth his business approach for the project. ‘Don’t ever put your best 
people on the most important projects. They will go way beyond the client, while less 
advanced people carry the client along much better’. Hugo responds by referring to 
something that was said earlier: ‘If the client indeed wants this project even more 
than we do, then you could say, and that is called with a beautiful word “something 
disruptive”, then maybe you do need the best people after all?’ David nods fiercely: 
‘Yes, then in that case maybe we do’. While Roy is frowning, David already starts to 
back down from his previous statement. He argues that there is still a risk that a less 
conservative approach would not be appreciated by the client’s client. While focusing 
the discussion on the issue that they are considering – whether or not to approach a 
partner for the project – Hugo starts reasoning: ‘Do you search for someone to add 
to the project?, but more importantly: What do you want to add to the project? A 
social geographer or an artist or a philosopher is not that interesting, but what we 
increasingly consider important is that we can create an interesting story besides 
the actual assignment. […] Can we create that story ourselves? Yes, I also believe we 
can’. Based on his reasoning, Hugo acknowledges that the project won’t necessarily 
become better by involving more people. Roy adds: ‘I really get itchy around that 
philosopher, so to speak’. And David finishes the discussion: ‘You don’t want to 
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  159  Design-oriented research
PART 2 Design-oriented research
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team and consortium partners. It is also included in the practice-oriented book Future roles for architects: 
an academic design guide, which was published as a limited edition in Dutch and is freely available 
































































































































































































firms used to capture value in projects are particularly related to the hierarchy in goals 


























































































































c  d  
FIgurE 6.2 Conceptual overview of value capture in projects
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TO BE FILLED IN BY:
1 12 23 3
FuturA is a four year research project on future governance and business models for architectural service delivery. 
The project is a collaboration between Delft University of Technology, Radboud University and BNA and is funded 






























  What kind of 
Certainly
VALUE PROPOSITION:
What would you like to offer?
Which ACTIVITIES would you 
like to perform?
What does this say about 
the distribution of required 
RESOURCES
Which PARTNERS do 
you need?
Which AGREEMENTS do you 
need to cover these risks? 
(indicate per partner with 
an arrow)
Which RISKS are you willing 
to take?
VALUE CAPTURE:















Addition to individual 
reputation 
Addition to individual 
experience / expertise


































































What kind of INCOME SOURCE Which type of GOVERNANCE
























































FuturA is a four year research project on future governance and business models for architectural service delivery. The project is a collaboration 
between Delft University of Technology, Radboud University and BNA and is funded by NWO. Please visit our website www.future-architect.nl 
or send an email to futura@tudelft.nl for more information. 




How are you 
going to manage 
these risks? 
architectural services
future value chains of
futurA
OFFER RESOURCES PARTNERS AGREEMENTS RISKS OWN GOALS
Which activities do not interest you? Which risks do you want to avoid?Which costs are important? Which revenue models are 
appropriate?
Which informal aspects need to 
be arranged?
2A 3A 3B 2B 1B
What would you like to offer to 
your customer?
Which activities would you like 
to perform?
Which resources do you 
need for this?
What kind of partners do you 
need for this?
Which risks are you willing to take? What do you want to get out of it?Which formal agreements 
need to be made?
FIgurE 6.6 Prototype 2
Prototype 2 was tested in a group setting in 17 diverse architectural firms (see 




















































































FIgurE 6.9 Presentation of example project FIgurE 6.10 Discussing ‘programme of 
requirements’
§  6.2.5 Step 5: Finalizing the design
The fifth and final step aimed to further develop the prototype to produce a final 


































FIgurE 6.11 Session with graphic designer FIgurE 6.12 Prototype board game
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generation of well thought through strategies.



















INITIATOR SPECIALIST PRODUCT DEVELOPER INTEGRATOR
Example 
descriptions
































Feels responsible for 
addressing societal 
problems




Feels responsible for 
providing a solution to 
customer needs




§  6.3.2 Board game for value capture in projects































































What professional risks are you prepared 





























INITIATOR SPECIALIST PRODUCT DEVELOPER INTEGRATOR
Value capture challenges:
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“Open de Koepel” is an initiative by the Panopticon Foundation to 
convert Haarlem’s historic former panopticon prison complex into a 
university college campus. By opening up the site, links between eas-
tern Haarlem and the rest of the city will be strengthened, creating 
new use value in the area. As well as the college, the new campus 
will feature a conservatoire, housing, hospitality outlets, a hotel and 
public open spaces. Thijs Asselbergs Architectuurcentrale is one of the 





Koepelcomplex | Thijs Asselbergs architectuurcentrale & AnnA | 
Annebregje Snijders architect



































Working without a fee;
deadline of nine months
to recruit the university
college as an occupant,
otherwise the complex
would revert to the original
owner.
There are two clients: the foundation Open de Koepelas both commissioning andcontracting body, but above all the people of Haarlem.
Work based upon trustand consensus model.
Organisational diagramsand associated monetaryflows.
Foundation model forthis kind of collaborative projects.
   “Open up” the p
rison

































Clear distribution of tasks
to benefit identity.
 High-profile initiative 
clearly emphasising the 
value of architecture.
Recoup advance





Involved as a generalist in three areas: imagination,communication andrealisation.
No specialist tasks like preparing business cases, leading contractor, builder,lawyer.
It is important to createtrust in the development, though a dialogue with thecity.
Project is an acquisition
tool, with media help.
Balance three Ps:
pleasure, prestige, payment.
Master builder: a 
generalist involved in every 
aspect
















Public support with thehelp of social media.
Investor, but financing not out of the same pocket.
On-site project bureau.























No risk taken that
quality could not be
achieved.
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IAA Architects itself took the initiative to save the historic industrial 
complex of the former Lonneker Co-operative Dairy (Lonneker Coöper-
atieve Melkinrichting) in Enschede from demolition. Together with de-
veloper Vincent Spikker and a group of enthusiastic entrepreneurs, 
a plan was formed to regenerate the buildings and their grounds. 
In a reinterpretation of the co-operative concept behind the original 
dairy, a number of user alliances have been formed, with a focus 
upon energy, facilities and healthy eating respectively. In the project’s 
early stages, the enormous “milk hall” at the heart of the complex has 
become a central meeting place for all the new users. New housing 
is also being constructed on part of the site, and together with the 
heritage buildings, this will form the hitherto missing link between the 
town centre and another new residential district, De Boddenkamp. 
What was once a closed industrial site is thus being transformed into 





The Milk hall | IAA Architecten























































































Clarify positioning in the
process.
Acknowledge intellectual 
input and partner 










Financial and technical feasibility ofproject.
No purchase of real estate: too highan investment.






Recruit and engage partners.
Intellectual input.
   Network.
   Branding.

























After winning an open selection competition, JHK Architecten is now 
working closely with the client and a team of advisers on virtually 
every aspect of the relocation of HU University of Applied Sciences 
Utrecht to a single campus. From strategic advice to the elaboration 
and review of various renovation and construction projects, plus the 
compilation of performance requirements for a number of design-and-
build commissions. To ensure that this ambitious operation runs as 
smoothly as possible, a strategic advisory report has recommended 
linking the hardware (existing buildings and infrastructure) and soft-
ware (project plans and objectives) aspects so that the right choices 
are made during the process. As part of this, the university’s property 
portfolio is being cut back from about 180,000 m2 (gross floor area) 
to about 120,000 m2. From the design-and-build phase all the way 
to completion, JHK Architecten is heavily involved in ensuring that 







HU University of Applied Sciences Utrecht | JHK Architecten



































A different kind of work,
so a surcharge of at least
50% is required.








it is not possible 









a shift in the natu





Help the client to define their requirements and visionby producing a structuraldesign.
From a huge pile of complicated documents andspreadsheets to one clearambition, in visual form.





   Hourly rate base
d upon
standard fee for d
esign 
commission.






ce as a d
esigning
architect;



















Co-operation with the architect on the “other side”of the contract.
   Always
































   Enhance


















   Compilation of structural








Original commissionwas not clearly formulated, leaving ultimate objective vague.
   Readiness to co-operate.
Challenge was acting as
strategic consultant architect.
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Powered by EGM is one of the business units at EGM architects, de-
dicated to a constant quest to optimise working processes and make 
maximum use of the opportunities offered by building information mo-
delling (BIM). The unit draws upon its BIM know-how to promote in-
novation, development and knowledge sharing. Clients are supported 
in all phases and layers of the building column, be they architects, 




Powered by EGM | EGM Architecten 



































Traditional revenue modelbased upon hourly rates orfixed fees.
Revit Certified Prof
essionals.
One BIM co-ordinator per participating team, oneBIM manager with overall responsibility for the model.
Win clients’ (mainlyarchitectural forms) confidence that BIM servicescan achieve the requiredlevels of quality.
   Due to pr
oject 
fragmentatio























































   Staffing, IT (licences and
hardware) and training 
costs.














   Unit est
ablished a
s an idea













ns in the 
longer ter
m.



















Business Unit must provide flywheel effect: acquire specialist assignments in the longerterm.
Ensuring that Powered by
EGM can continue to lead,
among other things, by increasing BIM knowledge
in the organization  Get in touch with fellowarchitects
 Strong commitment to 
BIM visualisation: virtual and 
augmented reality.


















Do not accept liability forconsequential losses due toerrors in the BIM models.
There is always a chance that projects will bedelayed.
Accept risk due to costmiscalculations.
















EGM’s reputation toattract commissions.







The Nova Zembla Lofts project in Buiksloterham, Amsterdam, was 
developed on a collective private commissioning basis. Twenty com-
bined residential and home-business lofts and two commercial units 
were delivered in shell form for completion as self-builds. Their diffe-
ring sizes, high ceilings (340 cm) and flexibility of layout left plenty of 
scope for the final owners to finish the builds as they saw fit. Bets en 
Oudendorp Architecten acquired the site, began development of the 
complex and established a buyers’ collective. As the project client, the 
collective then assumed full control over the appearance and layout 
of the complex. Having initiated the project, the architects went on 







Nova Zembla Lofts | Bets en Oudendorp Architecten 
Photography: Mark Seelen Fotografie



































Hierarchy: co-operative| architect + process supervisor | contractor +advisers.
Establish co-operative as
formal client.
Provide advice on decision-making procedures
within the co-operative.  Agree clear divisionof roles with processsupervisor.
   Give resi
dents the ch
oice
as to how t
hey want to
 live.
   More qua
lity for the s
ame
price by tak




 Nova Zembla Lofts as 
a concept: name ensures 
familiarity among clients.




Fixed fee for architectural
work.
   Prefinancing of own 
time,
with fee only paid at a
 much
later stage.




in consultation with clie
nt; 
not all hours invoiced.
Deliver a product whichmeets market needs
   Retain control of processand product.
Keep everything in ownhands.














   Member financial 
contributions to the co-
operative to cover initial
costs
Abilities as developer and
project manager.
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David Hess of Kraaijvanger Architects developed De HUB in 2015 for 
a competition organised by Havensteder. In answer to the question 
“How will we live in the future?”, he designed a unit with an integra-
ted kitchen, toilet and bathroom. The competition proved the perfect 
opportunity to develop new know-how and stray off the beaten archi-
tectural path. A prototype of the concept was subsequently built, but 
it is now up to an interested supplier or entrepreneur to take on the 
further development of De HUB. Despite incorporating many practical 
features, this is not a design created from a commercial point of view.
THE HUB








































   Role of lead contractor,
 including the
legal risks of permit applic
ations.
   Risk of damage to reput
ation
(although in practice this p
roject proved
good for the reputation of
 Kraaijvanger 
Architects, with the conce
pt picked 
up by social media and a
rchitecture











self is in the 














fixed, but not contractually
 This was primarily a 
learning process, with trust 
and intuition being used to 
arrive at the prototype.
Human capital.
Time and space to focusupon the competition.
Architectural response to the question “How cana sound business case be made for an empty buildingor large-scale renovation?”
  The aim of the competition
was to generate know-how;
there was no commercial
aspect to participation.
 The materials for the
prototype were sponsored,
so cost virtually nothing.
   The client as th
e trigger to
develop a produ
ct up to the
prototype stage.
























role in their fur
ther 
development.
   Outsourcing
 of tasks
associated wi




Sensitivity to client and competition targetgroup needs.
A “pitbull entreprene
ur” to 
make the product a 
success; 
for example, a supp
lier who
sees a future in leasi
ng units.
Design of the unit
Produce prototype as lead
contractor, gather materialsand apply for permits.  Aesthetic and quality management, now and inthe future development ofDe HUB.
THE HUB
The HUB is a unique
product so there are
many risks, but on the
other hand this a small-
scale project in which





De Zwarte Hond first investigated opportunities to build within an exi-
sting urban setting in the city of Leiden. The toolbox it developed was 
subsequently recast as serious game, the Urban Density Game (Het 
Verdichtingsspel). This encourages players to think about the complex 
issues in their own town or city. Local government officials, property 
developers, architects and designers can play the game not only with 
their fellow specialists, but also with other less expert stakeholders 
such as residents and shopkeepers. It is an accessible way to stimulate 
discussion, to explore development opportunities and to share ambiti-




the Urban Density Game | de Zwarte Hond
PRODUCT 
DEVELOPER



































Highlighting and addressing a social issue.
Game to encourage reflection about a complex
issue.
   Translate experiences 
with a particular client into
generic ideas.
   Accessib






























Explore the issue of 
sustainable housing in the
urban environment.




“A small gift, with cards
which appeal to the
imagination even without
further explanation.”






Risk of the message
being overlooked,
mitigated by presenting
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As a partner in the Safire consortium, Meyer en Van Schooten Archi-
tecten was commissioned to produce a design for the renovation of 
the Ministry of Finance in The Hague. This was one of the first DBFMO 
projects conducted on behalf of the Dutch Real Estate Agency (Rijks-
vastgoedbedrijf). While it was important to maintain the building’s 
brutalist style, Jeroen van Schooten’s design completely overhauled 
its fabric to anchor the structure in the urban tissue of The Hague. For 
Meyer en Van Schooten Architecten, this participation in a DBFMO 
consortium was a test project to determine whether such an integrated 






Dutch Ministry of Finance | MVSA Architecten
Photography: Jeroen Musch














































   Contracts with 
“subarchitects”.
   Tensions due to 
change of role during 
implementation phase: 
risk of “poacher turning
gamekeeper”.
Broad interest and horizon
due to nature of integrated
model.





























 to the 
consorti
um.
Contract between architect and consortium.  Confidentiality agreement
with principal client.
















Important to have broad
interests, beyond normal
working boundaries.
Do not do what others
can do better: landscaping
and signage.
Discovering thepossibilities and impossibilities of the architect’s role on thecontractor side.
Risk of losing tender.
Staff motivation problems if tender is lost.
Preventing the role of the architect being overly diminished and the publicinterest being neglected.
High cash flow in the first
phase.
 Broad overall package of 
design-related tasks: building 
design, harmonisation with 
the urban environment, 
image adjustment, interior 
design, art committee, 
aesthetic control.
 No management; 
compiling general terms and 
conditions for plans.
 Digital environment 
enabling comprehensive 
offer.
Contact with principal client through competition-oriented dialogue.
Co-operation between allconsortium partners: design,build, finance, maintain andoperate.







 to the tra
ditional
model.






























Rothuizen BouwMeesterPro was commissioned by the Groenhuysen 
Foundation (Stichting Groenhuysen) to restructure its Wiekendael tre-
atment centre in Roosendaal. The objective was to create a regional 
treatment, care and residential centre for elderly people with speci-
fic care needs. Flexibility, a human scale and a homely atmosphere 
were essential requirements. The client’s vision of care, the spatial 
constraints, the schedule, the budget, and the technical quality, flexi-
bility and sustainability targets were all factors to be considered in 
achieving optimum value for money. In this project, Rothuizen Bouw-
MeesterPro was responsible for the co-ordination of the entire design, 













































Shared bonus fund as an
incentive to complete the
project within budget.
   BouwMeesterPro me
thod:
relieve the client of con
cerns
during the process.




 Development of Rothuizen 
BouwMeesterPro concept 
with major positive effect 
upon quality and certainty 
for the client.
Rothuizen BouwMeesterPro agreement.  Agreements recorded in
project book, design book
and construction book.  Requires trust of client 
and other supply-chain partners in a different way
of working.










Ensure in-house compilation of project 
schedule, retaining final 
responsibility for design and 
construction.
 Do not arrange the project 
financing.




























Satisfied client and user.
   Earn money.













Knowledge of design, processes, construction andBIM.
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§  6.4 Notes on using the value capture toolkit




































§  6.4.2 How to make the most of using the toolkit
Based on participant feedback in the trial sessions and validation workshops, we have a 
few recommendations that may contribute to the usefulness of the toolkit.











































§  7.1 Summary of key findings
§  7.1.1 Project-based value capture
This research enhances the understanding of value capture by architectural firms that 
operate in project contexts and pursue the capture of multiple dimensions of value 
from these projects. It addressed the research question: How do architectural firms 
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(Worthington, 2000, p. 22).
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